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Vii: career is under way. You have experience 
behind you—and plans ahead. You are never too 
set to learn and—you politely thank your stars— 
no longer too young to know. You walk right up 
and shake hands with responsibility. Maybe now 
and then you even pat it on the back. 

One of the most valuable things about being a 
self-supporting woman, you’ve probably discov- 
ered, is the freedom of choice and action it gives 
you, this challenging sense of being responsible 
to yourself for what you are doing and where you 
are going from here. 

And where, exactly, is that? 

Maybe you know; maybe you're stil] experi- 
menting with jobs and futures. But, whatever you 
want from the future, you might easily describe 
certain factors as the fabric from which you will 
shape it. You want to be confident of useful em- 


ployment, for example, and good earnings, and 
full opportunity to branch out and grow. 

You want affection and happiness in your home 
life, good things for your family, material com- 
forts and financial well-being. You want a circle 
of your own friends and a full share in your com- 
munity life. Having gone far toward creating all 
these things, you want to nurture and preserve 
them. 

In brief, you want your acceptance of respon- 
sibility to bear fruit. And you are well aware that 
fruitfulness is usually rooted in security. 
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Security 
1s a 
state 


of 


mind 


You have probably found, however, that security 
is never a simple, passive condition. It depends 
on outer factors, such as the political liberties of 
our democratic way of life, and freedom of wor- 
ship. It needs the inner confidence that grows 
from spiritual and physical health, good relations 
with people about you, pride in your work, and 
feeling ready to meet unusual problems as well as 
handle your regular affairs. 

Also, you realize that a very important part of 
such confidence depends on knowing pretty well 
where you stand financially. 

So you take inventory of your earning power, 
your obligations and all your assets including 


your life insurance and any Social Security cov- 
erage, company pension plans or the like. You 
count all of these up in terms of the income they 
are producing and are likely to produce. You are 
aware there are possible danger points of future 
income drop, such as from an accident or an ill- 
ness, a change of jobs or at retirement. You rec- 
ognize as well that at any time you may have 
other extraordinary financial demands. 

You figure out how much of your income 
should go to yourself and your family for cur- 
rent living, and how much you can devote to 
tomorrow’s security. Then you plan what finan- 
cial resources you must build to meet future 
needs. These include protection for those who 


may depend on you and funds for yourself for 
later years. 

Until the crystal ball is perfected, you know 
that your financial security is something you 
yourself have to build in a steady, everyday way. 





The only difference between providing for to- 
day and for tomorrow is that tomorrow requires 
a certain amount of forethought and planning. 


our main resources for a more comfortable re- 
tirement. It is useful too for special purposes such 
as covering a business partnership, sending a 


Let's 
talk 


about 


youngster to college, financing a daughter’s wed- 
ding, or even taking you around the world. 

Here are some ways in which business and ca- 
reer women are using it to meet their different 
needs. 


savings 





There are several ways of channeling a portion 


of your income into resources for the future. One who 
of them is through life insurance and annuities, 
which we shall explore here. Another is through els e 


cash savings and Government bonds. In addition, 
there are other investments such as stocks and 
bonds, real estate mortgages and the like. These 
last investments sometimes bring a higher yield 
but they often carry an element of risk that re- 
quires experienced management. In any event 
most people establish a basic security program 
first. / 
In setting up your security program, you have 
undoubtedly begun building an emergency fund 
in the bank. A fund equal to from two to three 
months’ income should take care of most emer- 
gencies. The rest of your money you will prob- 





First let’s consider a woman with heavy financial 
responsibilities to other people. As head of her 
family, she must protect her dependents. As a 
woman on her own, she must contribute some- 
thing toward her own retirement to avoid the 
penalty one day of depending on others to look 
after her, And yet all too often she must accom- 
plish both objectives on a limited income. 


ably want to put to work to accomplish the Alice A affords us a good example. Mrs. A 
most for tomorrow, both for yourself and your works on a small daily newspaper in a commu- 
dependents. nity near Seattle. She is 35, a widow, and has 
Life insurance is extremely useful here because a young son. Her mother lives with them and 
it is the only way in which you can set money ‘ takes care of their home. 
aside to assure your own future and at the same Recognizing that her mother and son would 
time provide for your family’s future if you be left without support if anything happened 
should die while they are still dependent on your to her, Mrs. A recently bought two policies 
earnings. Primarily it is designed to meet the from the agent who had been so helpful at the 
need for financial protection against the conse- time of her husband’s death. The first is a 


quences of death. It has also come to be one of small ordinary life insurance policy payable 


to her mother. She chose ordinary life here 
because it will protect her dependents at the 
lowest yearly outlay. At Mrs. A’s death this 
policy would furnish the immediate cash for 
any outstanding debts, taxes and expenses that 
her family would have to meet. 

But because she must especially protect her 
son during his youth, Mrs. A bought as the 
major part of her program a “family income” 
policy. This combines $10,000 ordinary life 
insurance with term (or temporary) insur- 
ance. It would provide Mrs. A’s mother a 
monthly income of $100 until Bud reached 18 
and a smaller income for the rest of her life. 
Mrs. A has provided that if her mother 
shouldn't live, her sister would receive the 
$100 income for Bud until he became 18, after 
which he would be the beneficiary of the 
$10,000 ordinary life. 

“‘A)l this means putting a few dollars a week 
into my peace of mind,” Mrs. A says. “Actu- 
ally, I expect to enjoy life for another forty or 
fifty years. Surely Ill have no dependents by 
the time I’m ready to retire, so then I can use 
the cash values in these policies to add to my 
group annuity and Social Security income.” 


The premiums on both her policies, as on all 
ordinary life insurance, are spread throughout 
Alice A’s lifetime. The rates are low because such 
policies are designed mainly for protection. Both 
of them, however, build cash values for her re- 
tirement. The cash value is the amount she would 
get back from either policy if she sacrificed its 
protection and cashed it in. 





But ~ 


what's 





your 


situation ? 


Now let’s suppose that a woman, needing finan- 
cial protection for her dependents and retirement 
funds for herself, knows she will be likely to 
make her best money during the next twenty 
years. She wants to pay all her premiums during 
these years and not have to bother with payments 
after that. 


Let’s take as an example, Betty B, 38, an 
experienced lawyer in Cleveland. She and her 
husband have two little girls and a large home 
on the outskirts of town. A few years ago, as 
their incomes began to grow, they decided 
they wanted to put more of their money to 
work for the family’s future. Her husband’s 
life insurance program already provided for 
the family’s basic needs. 

“We were aware of several additional needs 
that might arise,” Mrs. B says. “First, I knew 
what a burden it might throw on Bob if any- 
thing happened to me. Not only would my in- 
come he withdrawn from the family coffers, 
but he would have to hire a housekeeper to 
look after Dotty and Peg. Later, there would 
be the cost of sending them to college. 

“Besides, I felt the girls should certainly 
have some money from their mother, as long 
as we can afford it. If together Bob and I see 
them safely through college and into careers 





or marriages of their own, they will still have 
homes to buy or babies of their own to raise.” 

Mrs. B wanted to pay for this life insurance 
between her 35th and 55th birthdays, while 
her professional income would probably be 
high and her husband would still be working. 
She bought a 20-payment life policy, which 
she will have entirely finished paying for just 
hefore Mr. B retires at 65. 


On a limited-payment policy, Betty B’s protec- 
tion will continue for life, but her annual pre- 
miums will be higher than if she were going to 
pay them as long as she lived. Her cash values 
will also increase more quickly. 


special 





pur pose 


Suppose a woman has a pretty good income 
now and a certain goal in mind for the future 
which will require a sum of cash. She wants to 
be sure she will have her money by the time she 
needs it, and meanwhile she may want to protect 
that goal or her dependents through life insur- 
ance. How can she provide for both? 


Dr. Constance C, a Texan pediatrician, illus- 
trates our point. Dr. C is 43, single, and lives 
a life devoted almost entirely to her profession. 
Her one dream for years has heen to retire 
from practice in her early fifties and go into 
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special pediatric research at her own chil- 
dren’s clinic. 

She is working to finance the clinic itself 
through a hospital foundation, but in the 
meantime she has started to arrange a basic 
income for herself beginning in her fifties so 
she would not have to draw on the clinic funds 
for her own livelihood. 

“Ten years ago I bought a big 20-year en- 
dowment policy,” Dr. C explains. “It will ma- 
ture just about the time my plans for the clinic 
do, and I'll be free to work without worrying 
about money coming into my own pocket. 

“Or if I shouldn’t be around by then, the 
money {rom my endowment policy will go to 
the foundation to help someone else establish 
my kids’ clinic. So either way my dream is 
bound to come true.” 


Because an endowment policy provides such a 
large element of savings in addition to the basic 
life insurance, its premiums are fairly high. 

Incidentally, a 20-year endowment policy, such 
as Dr. C has, should not be confused with a 
20-payment life policy. For that, Betty B’s is the 
illustration. You will see they are quite different. 





Let’s consider another example of the woman 
whose primary responsibility is to herself. How 
can she make sure she will have a regular income 


Il 


for life after her retirement? She may be eligible 
for old-age benefits through Social Security, but 
she recognizes that it is up to her to supplement it. 


Doris D, for example, a sports clothes buyer 
in an Atlanta department store, is 28, single, 
and makes her home with her father, a teacher 
retired on a small pension. Doris supplements 
his modest income by paying the greater por- 
tion of their home expenses. Besides this and 
other current objectives, her only responsibil- 
ity, at least right now, is to put something by 
for her later years. She wants to retire at 60. 

She is using two life insurance policies to 
do this. One, an endowment, will pay her an 
income between 60 and 65. The other, a retire- 
ment income policy, added to her Social Se- 
curity benefits, will furnish a monthly sum 
from there on. 

“It's nice to know the policies are building 
up funds for me to live on one day,” Doris 
says. “It’s also a great comfort to be sure that 
if I died in the meantime, Dad would still have 
money from me every month.” 


case she may wish to put a larger portion of her 
earnings toward retirement. Or perhaps she wants 
to turn a sum of money into a liberal income 
guaranteed for the rest of her life. 


Evelyn E, a banker’s secretary in a small 
Missouri town, recently inherited a substan- 
tial sum from her aunt and invested the entire 
inheritance in an annuity which will pay her a 
monthly income at 60. 

“This way I know I can’t outlive the income, 
and I don’t have the responsibility of manag- 
ing investments to produce it,”’ she says. 


Mrs. E could have arranged to have her an- 
nuity income start immediately, but by waiting 
until age 60 she will receive considerably larger 
monthly payments. 

Annuities carry no life insurance protection 
and require no medical examination. Incidentally, 
women, living longer than men, must pay more 
for their annuities because they collect income 
longer. Annuities can also be bought by install- 
ments and many business women use this method. 


It’s 


Your 


Income ~ 
but 
no own 
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Now suppose a woman has enough life insurance 
to settle her estate and take care of anyone she 
wishes to provide for. Or suppose she is physi- 
cally ineligible for more life insurance. In either 


Women who are in a business partnership often 
find that the success of the enterprise rests on the 
combined skills and experience of the partners. 


They may need to safeguard the value each part- 
ner represents in building up and running the 
business. 


For example, Frances F, 26, and Grace G, 
34, have a flower business in a fashionable 
community near Chicago. Since the success of 
the business depends on both and neither could 
run it alone, the death of either partner would 
mean a substantial loss to the other. 

To help cushion such a loss, each carries a 
$10,000 ordinary life policy on the other’s life. 
Should one die, the other would have funds to 
buy out the rest of the business and to hire 
someone else. Or if they should dissolve their 
business, each of them could then take over 
the policy on her own life, pay subsequent pre- 
miums, and make her own family the bene- 
ficiary. 


Women often use life insurance in their busi- 
nesses and professions. Properly used, business 
insurance plans protect both capital and income 
from many of the hazards to which all businesses 
are exposed. 


To 
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Suppose a woman has a projected scheme in 
mind that may require funds over a length of 
time, such as a free-lance career. She may want 
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to convert part of her present earnings into an 
assured future income that will enable her to live 
while she is geting a foothold in the new field. 


Helen H, 27, is feature editor on a young 
women’s magazine in New York. She and her 
husband Don, a newspaperman, are making a 
pretty fair living at their jobs, but their spe- 
cial ambition is to move to the country and 
write fiction. They want a guaranteed income 
to do this, and they also want life insurance 
protection for the family they are haping to 
have in the next few years. 

They have bought a large endowment policy 
on Don which will mature when he is 45. They 
plan to take the endowment money in the form 
of a monthly income over 20 years. This will 
give them enough to cover basic living ex- 
penses in the country until they reach 65, by 
which time they figure on having bought addi- 
tional insurance or annuities to supplement any 
Social Security benefits to which they will be 
entitled. 

The policy, they figure, gives Helen and any 
children they may have enough life insurance 
protection so that, with her writing ability, she 
would be able to manage should Dan die. 

“Of course, we're planning pretty far 
ahead,” says Helen, “‘but we feel we’re ahead 
of the game whatever happens. Maybe our 
ideas will change. Maybe we'll want to keep 
our jobs and use the money for something else. 
We don’t have to decide now how we will take 
the money. Why, if we had to, we could even 


stretch it to furnish a small monthly income 
for life.” 
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converts it to permanent insurance, the protec- 
tion will be gone at the end of the period. Only 
if she converts it will her policy build any cash 
value for her retirement. 


girls 





together 


Let’s say that a woman has some short-term need 
for protection, a need likely to end within a pre- 
dictable number of years, such as that arising 
from a mortgage on the home. Or she may re- 
quire extra life insurance to cover a time of 
unusually heavy: family responsibility and yet 
have to manage it on a limited income. 


Jane J, 35, is a widow with five children 
between four and thirteen. After her husband’s 
death Mrs. J took over the management of his 
real estate business in Kentucky. She owned 
some life insurance but not enough to protect 
her children until the oldest ones could help. 
She knew that she needed much more, and that 
until she could learn to make the business pay, 
she would have to buy it at a minimum yearly 
outlay. 

Three years ago she bought $15,000 of 10- 
year term insurance to provide her sister-in- 
law with an income for care of the children. If 
Mrs. J were to die within the next seven years 
— the remaining term of the policy — it would 
pay $150 a month for the first few years. Then 
smaller payments would continue an income 
until the youngest child reached 18. 


Her term insurance premiums are quite low, but 
unless she renews her policy for another term oF 





Many women who work in businesses and indus- 
tries are buying group life insurance through 
their firms. 


Katherine K, for instance, is a young newly- 
wed working at her first job, as a bookkeeper 
in a California frozen fish plant. She and her 
husband have bought life insurance for each 
other and for their prospective family. This is 
supplemented on Katherine’s side by $2,000 of 
group life on which the company pays part of 
the premiums and she pays the rest. She is also 
contributing to her and her husband’s retire- 
ment through her company’s group annuity 
plan, with premiums likewise shared by the 
company. 


Group life insurance is usually bought through 
an employer and is issued without medical exami- 
nation. Mrs. K’s policy will expire whenever she 
leaves her company unless she converts her group 
certificate to regular life insurance at its higher 
rates. However, her group annuity has some per- 
manent value for her. 
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Now let’s return to you and your own needs and 
plans. These sketches in each case have just high- 
lighted the financial backbone of a woman’s pro- 
gram for security. A two-hundred word sketch 
of your own would probably read quite differ- 
ently from any of these, or anybody else’s. And 
the full story, of course, is hound to be more com- 
plex — and more interesting. 

In working out the financial chapters of your 
own security story with your life insurance agent, 
you have probably found that there are basic 
points of outline to keep in mind. For example, 
you want to be sure you know exactly what life 
insurance you have, what protection it gives your 
dependents, and what retirement values it will 
hold for you. You want to know how this part of 
the structure fits in with your other assets, such 
as Social Security benefits, company pension 
plans, or any other potential sources of income. 
You want to understand what all these resources 
will add up to and how they can be dovetailed 
to meet your probable needs in the future. 

If you are a member of a family group you will 
want to know how your own security program fits 
in with theirs. In a family life insurance schedule, 
for example, the breadwinner’s program is of the 
greatest importance to family security, the supple- 
mentary breadwinner’s or homemaker’s next. 


You want to be sure you understand all the 
privileges within your life insurance policies. 
They are there to make the policies most useful to 
you. You will want to familiarize yourself with 
the way your cash values build up over the years. 
If you should get in a tight spot you might want 
to borrow against them to tide you over. Above 
all, you will want to understand the methods of 
settlement from which you can choose. The money 
can be drawn as a lump sum, as income for a 
definite number of years, income for life, or 
partly in cash and partly as income. It is this 
variety of choice in settlement arrangements that 
gives life insurance much of its flexibility to meet 
your needs. 

As your responsibilities or earnings change 
you will want to call upon your agent to review 
your program and see what revision it may need. 
This could mean simply rearranging what you 
have. You should take full advantage of the 
knowledge and experience that a well-trained 
agent can give you. For this reason it is important 
to have an agent in whose abilities you have con- 
fidence and to whom you feel free to turn. 

Life insurance is only one phase of your plan- 
ning for the future, but it is a major phase. When 
you are satisfied that you are using it with con- 
fidence and imagination as well as regard for 
practical values, you will know there are deep 
roots to your financial security. 

You will be surer than ever that your accept- 
ance of responsibility is going to bear fruit. 
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